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about
this

book

Congratulations, you've taken the

�rst step in learning about content

marketing by downloading this

book. I promise you won't regret it.

If you hadn't heard about content

marketing until recently then you're

not alone. This marketing technique

is shaking up the industry because it

has proven to be more successful

than traditional sales and marketing

techniques. This book will teach you

how to apply a content marketing

mindset to your own business.
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ABOUT
THE

AUTHOR

I'm Jayne Smith and I run the

content marketing operation at

Software Inc. We're a small

company based in Ireland and we

build content marketing software.

Meta, right?

This book is my opportunity to share

everything that I've learned about

content marketing over the past few

years.

I may have started as an intern but

the world of content marketing

captivated me and I have since

helped to grow our business by over

500% with our blog receiving

millions of hits each month.
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Getting started

CHAPTER 1

It might be the hardest part but it's worth it.
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A Beginner’s Guide to Developing a

Successful Content Marketing Strategy
Content marketing is a powerful way to draw traf�c, collect leads, and grow your

business. But without a content marketing strategy behind it, your content will

never take off.

Sadly, many content marketers never bother with a strategy. They create content

haphazardly without much thought (and certainly no lead generation strategy)

that never resonates with an audience.

In this article, our goal is to help beginner content marketers create a strategy that

produces meaningful content that meets their business goals. Start creating your

strategy as you read the following steps.

Step 1: Start with Your Goals
Before you create any content, it’s important to de�ne some goals.

Ask yourself why you’re creating content in the �rst place. Are you trying to

establish yourself as an authority? Do you want to drive signups for your email list?

Do you want to sell ecommerce products?

Ideally, your goals should be SMART:

Speci�c

Measurable

Achievable

Relevant

Timely

Here’s an example of a well-crafted goal: “I want to collect 250 email leads

through my lead magnets within six months.”

Review your goals before you plan and produce content to make sure it aligns

with your needs. If you have an idea for a piece of content that doesn’t serve your

goals, scrap it.

https://blog.beacon.by/2018/01/15/content-marketing-101-why-every-blog-post-needs-a-lead-magnet/
https://www.thebalancesmb.com/smart-goal-examples-2951827
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Step 2: Create Audience Personas

Sometimes called buyer personas, audience personas are critical ways to create

truly customer-centric content. They help you understand your customers well so

you can create the exact type of content they want to read to engage with.

“When creating content with the ultimate goal of marketing a good or service, you

have to know who your audience is,” says content marketing expert Neil Patel .

“Understanding and targeting your audience is crucial to a successful content

marketing campaign.”

Image: contentmarketinginstitute.com

So your �rst step to creating a content marketing strategy is to develop an

audience persona.

An audience persona is a �ctional representation of your ideal customer. It’s a

gathering of everything you know about your audience. If you have multiple

customer segments, you might need multiple personas.

Once you start creating content, you’ll be able to analyze your website’s metrics to

determine which pieces of content they like to consume.

https://contentmarketinginstitute.com/2016/07/mistakes-content-marketing-strategy/
https://contentmarketinginstitute.com/2016/07/mistakes-content-marketing-strategy/
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If you haven’t created any content, however, the best way to learn about your

audience is by talking to them. Have real conversations with people you expect to

consume your content to discover their needs and problems.

As you learn, collect all of your information in your strategy document. Re�ne it

over time as you gain deeper knowledge about your audience.

HubSpot has a great persona tool to get you started , but don’t be afraid to go

beyond their questions. The more you know about your audience, the more

opportunity you have to create content they love.

To learn how to determine who consumes your content, check out this guide: How

to Get a Better Handle on Who Is Reading Your Content.

Step 3: Choose Your Content Types
Blogging is the most popular way to create content, but it’s not the only one. Your

audience may prefer podcasts, videos, infographics, webinars, whitepapers,

ebooks, or even in-person speaking engagements.

To determine which type of content to create, look to your audience. What do they

want to consume?

For instance, a busy mom may not have time to read lengthy blog posts or ebooks.

She may prefer to browse Pinterest photos or watch quick videos. A corporate

executive who budgets time every week for education might be willing to read

long guides, however, or even attend webinars and lectures.

Furthermore, don’t forget to consider your lead magnets. Whether you’ll only

create a few or plan to make content upgrades for everything you post, you’ll

want to consider what those will look like as well.

Step 4: Build an Editorial Calendar
Your editorial calendar is the biggest piece of your content marketing strategy. It’s

where you decide what you’ll create and when you’ll publish.

Editorial calendars help you…

http://beacon.by/magazine/v4/115818/https//cdn2.hubspot.net/hub/137828/file-27976260-pdf/docs/persona_development_worksheet.pdf
https://blog.beacon.by/2018/03/12/how-to-get-a-better-handle-on-who-is-reading-your-content/
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Stay consistent (content is easy to put off for other business needs).

Publish on a reliable schedule.

Address all of your content categories.

Create content for all of your personas (if you have more than one).

There are plenty of fancy tools to create calendars, but as a beginner, all you need

is a simple (and free!) Google Sheet.

Image: expresswriters.com

First, identify the major themes of your content. These will help you map your

content to your audience’s problems (and make sure you address all their needs).

For instance, if you’re creating content about sales, you might set up these

categories to solve your audience’s problems.

1. Prospecting New Buyers

2. Tracking Your Pipeline

3. Closing Deals

Next, start brainstorming topics. You don’t have to plan all of your content in one

go, but it’s important to have at least eight or ten topics on your calendar. Plan

topics for each of your category buckets.

As you create topics, keep these four things in consideration.

1. A Unique Angle

https://expresswriters.com/beginners-guide-content-marketing-industry/
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There’s a lot of content on the web. Much of it is repetitive. It helps to give

whatever you’re creating a unique angle. If you want to make your content stand

out, �nd a way to say something different.

2. Keyword Research

Search engine optimization is a big topic. It’s not the end-all-be-all of choosing

topics like it used to be, but if you want to be found via Google, it helps to have an

understanding of how the search engine works and how to incorporate the right

keywords into your content.

For more information, read our longer guide: SEO for Bloggers: How to Make Your

Blog Rank in Google.

3. The Buyer’s Journey

The buyer’s journey is the path people take toward making a purchasing decision.

First, they become aware of their problem. Then they consider solutions. Finally,

they decide on a solution/provider.

Someone in the �rst stage of their journey may not be able to explain their

problem at all. They need content to help them grasp their own problem. But

someone in the �nal stage of the journey already knows their problem, so they

need help understanding why you’re the best person to solve it for them.

4. Your Competitors

Your competitors are a great source for topic inspiration. Using an SEO tool like

Ahrefs  or SEMRush , you can identify your competitors’ top pages.

https://blog.beacon.by/2016/09/20/seo-bloggers-make-blog-rank-google/
https://ahrefs.com/
https://semrush.com/
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Once you know what your competitors rank for, create similar content to compete

with them. Naturally, you shouldn’t copy their work, but it’s smart to use their

content as a launchpad to produce something better and more valuable.

Step 5: Create a Promotion Process
Publishing content isn’t enough. You must take active steps to promote it. This is a

step a lot of beginner content marketers neglect, which is why their content never

attracts an audience.

Like every part of content marketing, this also depends on your audience’s

preferences and behaviors. It’s important to promote your content where they

prefer to see it.

Fortunately, your audience isn’t everywhere. You might be tempted to start a

dozen social media pro�les to maximize your promotion, but that isn’t necessary.

You can reach most audiences by optimizing two or three promotional channels.

It helps to create a promotion work�ow that you’ll follow (or your team will follow)

after publishing your content. Include the steps you’ll take, such as…

Emailing your close friends.

Email your newsletter subscribers.

Schedule 10 tweets.

Schedule four Facebook posts.

Share the content’s images on Instagram.

Purchase some Facebook ads.

Answer some questions on Reddit and Quora.

That’s just a sample. Your promotion work�ow should be unique to your brand. You

may post your content to a unique platform most people have never heard of, but

it could work if that’s where your customer expects to �nd it.

Step 6: Measure Your Results

https://blog.beacon.by/2016/11/09/lead-magnet-promotion/
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A strategy is no good if you don’t measure its impact, so it’s important to regularly

evaluate your system’s performance. Only then can you make optimizations and

tweaks to improve your future work.

Surprisingly, this is another step beginner content marketers neglect to take. They

create loads of content but never stop to gauge its effectiveness.

To measure your results, go back to your goals. If you set a goal to collect 250

leads, look up how many you’ve collected so far and from which sources. If, for

instance, one type of lead magnet tends to produce the most leads, consider

spending more resources creating and promoting lead magnets like that.

There are many tools you can use to measure your content, but beginners should

stick to Google Analytics. It’s not as user-friendly as other tools, but it’s very

comprehensive and full of any feature you could need. It’s also entirely free. Google

Search Console is another useful tool. It helps you track your site’s technical and

SEO performance.

Iterate on Your Strategy Over Time
Hopefully, you’ve found this primer helpful. If you take one lesson away, let it be

this: A structured approach to content is crucial. Your content marketing strategy

may not mirror the steps we’ve outlined, just make sure to create a plan, follow a

process, and measure your results.

--

https://analytics.google.com/
https://search.google.com/
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Up and running

CHAPTER 2

Now that you have the basics, let's do this!
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How to Use SEO in Your Content

Marketing Strategy
Meet SEO and content marketing, two core components in digital marketing. Yes,

you’ve probably heard of SEO and content marketing before, but do you know

how to use both of them together to grow your business?

Most business owners don’t.

That’s because very few business owners understand the basics of SEO or

content marketing or how the two work together.

However, if you want to grow a business in 2019 and beyond, you must know

how to market online.

In this beginner-friendly guide, we’ll introduce you to SEO and content marketing.

We’ll also talk about how to use SEO within your content marketing strategy. Let’s

get started.

What Is SEO?
SEO stands for search engine optimization. As its name implies, the goal of SEO is

to increase your website’s ranking on search engines, like Google, Bing, and

Yahoo!.

When a potential customer searches Google for a product or service that you

provide, you want them to �nd your website at the top of the list. Or at least on

page one. What you don’t want is for your website listing to be buried on page 37

of the search results — most search engine users never click past page one.

This is where SEO saves the day. By making small but meaningful modi�cations to

your website, you can increase the chances that your website will achieve a

higher ranking on the search engine results page for a user’s query.

But SEO seems like a very complicated process. A simple Google search on the

term turns up half a billion results. Where do you even begin to develop an SEO

strategy for your website?
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Start with keywords. Long tail keywords to be exact.

A keyword is a word or simple phrase that we use to look up content on search

engines (such as “books”). A long tail keyword is a group of three or more

keywords (such as “books about the civil war”).

Keywords are the central element to any SEO strategy. Search engine users �nd

your website by the words that they type into the search box. To get found, you

need to incorporate those keywords on your website in some way, such as on the

page title, within the meta description, or inside the body of a blog post.

But not all keywords are alike. Go with long tail keywords instead of basic

keywords. Long tail keywords are more speci�c which means that fewer people

are searching with those terms. Fewer is better. These people tend to know

exactly what they’re looking for and are easier to convert into customers.

When thinking of where to insert keywords on your website, avoid the fatal

mistake of keyword stuf�ng. Keyword stuf�ng is the practice of putting as many

keywords as possible onto a page to manipulate the search engine rankings in

your favor. It doesn’t work. In fact, search engines will penalize you for doing this

and other so-called “Black Hat SEO” tactics. You can’t game the system. Search

engines are constantly updating, evolving and getting smarter. You can’t fool them

by stuf�ng your website with the same keywords over and over again (or cloaking

them to blend into the background of your website).

Instead, choose long tail keywords that your ideal customers will use once they’re

likely to buy your product or service. Then, create content that uses those

keywords naturally (this is where content marketing comes into play).

To �nd the right long tail keywords, you must have a clear understanding of your

customer and how they think. What words are they most likely to use when

describing a pain point? We’ll discuss this more in another section.

How Is SEO Different From Content Marketing?
Now that you know what SEO is, let’s discuss content marketing.
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Under the umbrella of digital marketing, content marketing uses content to

promote products and services. But it doesn’t adopt the forceful “buy right now”

tone of traditional advertising. Instead content marketing is a slow simmer.

Acknowledging that most people aren’t ready to buy immediately, you’ll use

content marketing to build a relationship with your prospective customer. Once

your prospective customer is ready to buy, they’ll buy from you.

Content marketing can help you do the following:

Build awareness

Educate prospective customers

Increase traf�c to your website

Convert leads into customers

Stay top of mind with your current customers

Encourage your current customers to buy additional products from you

Compete with others in your industry

Become an industry in�uencer or thought leader

While SEO is the technical process of tweaking your website to achieve a higher

ranking on the search engine results page, content marketing is the actual

substance of your website.

But when you think “content marketing,” don’t just think about blog posts. Content

marketing is bigger than blog posts. Content marketing can include ebooks, case

studies, podcasts, videos, and more. It’s any type of content that you use to build a

relationship with your customers.

How Will Your Content Marketing Strategy Bene�t From SEO?
Instead of thinking of SEO and content marketing as two separate things,

remember that they both work together to help you grow your business. Content

marketing needs SEO to survive. How else will prospective customers �nd your

content unless you optimize your content to play nicely with the search engines?

However, SEO is useless without content.

One of the greatest things you can do to improve your website’s visibility on the

search engines is to simply create more content. But you must be strategic. To

achieve dominance on the search engine results page, you need to create useful

and relevant content that fully answers the user’s query.
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This starts with understanding the search engine user, a.k.a. your prospective

customer. Answer these questions:

What exact words/ phrases would they use when researching solutions for their

problem? This answer helps you formulate long tail keywords to target.

What type of information do they need to know before purchasing your product/

service? This answer helps you come up with topics to discuss.

If you need help with �nding long tail keyword phrases, check out Keyword Tool or

Ubersuggest. If you’re not scared off by more technical information, you can also

head to Google Adwords to �nd keyword suggestions and the actual search

volumes for each long tail keyword.

Must Know SEO Strategies

In addition to targeting long tail keywords, there are other ways to use SEO to

improve your content marketing strategy such as:

https://keywordtool.io/
https://neilpatel.com/ubersuggest/
https://ads.google.com/home/
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Create a mobile-friendly website. This is a common SEO practice. Over half of all

searches come from mobile devices and search engines penalize websites that

don’t look good on smaller screens. Don’t subject your mobile visitors to impossibly

small text or force them to pinch to zoom in. Ensure that your website responds to

all screens, big and small.

Get rid of any duplicate text on your website. Search engines don’t like seeing

repetition.

Write for humans. Even though you’re optimizing for search engines, don’t write

for the search bots. They’re more sophisticated than you think.

Make your text easier to scan. We, humans, are intimidated by large blocks of text.

Break up your text by using headers (another opportunity to insert long tail

keywords), adding images, and using bullet points.

Within each page on your website, link to other internal pages. This can reduce

your bounce rank (which is important for SEO) by keeping site visitors on your

page.

Ensure that your lead magnets are optimized for search engines, too. Traditional

PDFs can’t be easily indexed by search engines. However, our Smart PDFs are

published using HTML5 which helps you optimize your lead magnets for search.

You can also add more metadata (such as targeted long tail keywords in your title

and page description) to improve your search engine ranking.



/

Avoid the traps

CHAPTER 3

When you're feeling more confident be sure not to
make these mistakes.
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Are You Making One of These 6 Content

Marketing Mistakes?
Because creating great content takes time, it’s important that you don’t waste any

time dealing with common mistakes. In that spirit, let’s get right into the top

content marketing mistakes to spot and avoid in your business.

Mistake #1: Not Having a S.M.A.R.T. Goal
Content marketing must have a goal, and that goal must be speci�c, measurable,

attainable, relevant, and time-based, or S.M.A.R.T. for short. If you don’t assign a

goal to your content, how will you know if it’s successful or not?

Many business owners have heard that blogging is important, so they create a

blog. But having a blog alone isn’t enough. Even if you have a lot of content on

that blog and see a fairly good amount of traf�c, you could still fail at content

marketing.

How is that possible?

If you go in without a goal, you could be creating content that:

A) Attracts the wrong types of prospects

B) Doesn’t promote the right products at the appropriate time

C) Doesn’t encourage clients to take the next step in their relationship with

your business

D) All of the above

Here’s how to create a S.M.A.R.T. goal for your content marketing:
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Be speci�c with what you want each piece of content to do (i.e. promote a product before

launching, invite a speci�c number of visitors to sign up for your email list, etc.)

Have a plan in place for measuring your goals. If you want to add 100 people to your

email list through your content, you should also be able to identify when you reach that

number.

Choose an attainable goal that you can reach with your resources and within a speci�c

time-frame.

Create content that is relevant, or compatible with, your overall business goals. If your

content doesn’t push the needle forward, it’s not the right content.

Impose a time limit on when you’ll create your content.

Mistake #2: Not Planning Out Your Content
One of the worst things you can do is create content without a game plan. If you

don’t strategize your content, you’ll miss opportunities to reach your prospective

clients. You may also fall into the common trap of redundancy, where you’re

hammering in the same message over and over again.

By planning out your content, you’re able to reach each of your customer

personas. You can address their individual pain points, help them get small wins,

and lead them con�dently towards your product as the ultimate solution to their

problem.

The best way to plan your content is by creating an editorial calendar. An editorial

calendar will contain all of the posts that you’d like to publish within the near

future.

I recommend creating an editorial calendar for three months ahead. That may

sound like a lot of work, but if you publish on your blog twice a month, you only

need to come up with six post ideas. You can do that in less than an hour.

By creating your editorial calendar for months in advance, you can see to it that

you’ll speak to each customer persona and tackle every post idea you want

without repeating yourself.

Mistake #3: Not Linking to Other Content
Don’t overlook internal links.

Internal linking is when you link to your other pages and posts within a blog post.

Here’s an example of an internal link: Within your post about grandma’s apple pie

recipe, you link to another post on your blog where you share your favorite pie

crust recipe. Your link will say “Check out my delicious, no-fail pie crust recipe here.”

This is known as anchor text.
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Internal linking is a killer SEO strategy because search engine crawlers use this

type of link to better understand what your site is about.

Internal links also reduce your bounce rate (the percentage of visitors who leave

after only visiting one page). Lower bounce rates improve your page ranking on

the search engine results page.

Finally, internal linking increases how long your visitors stay on your website. The

longer they stay, the more likely they are to sign up for your email list and buy your

product.

Mistake #4: Not Incentivizing Your Email Newsletter
You may have an email newsletter. You may have email opt-ins all over your

website. But simply asking people to sign up for your email newsletter isn’t enough

of an incentive to join.

The average person gets over 100 emails a day. That’s an overwhelming number,

and they probably aren’t eager to add yet another email newsletter to their inbox.

However, if you show that your email newsletter is useful, you’ll stand a chance.

The best way to do that is by demonstrating your usefulness right away—with a

lead magnet. A lead magnet, such as a free eBook, resource guide, or checklist,

can be delivered immediately upon signing up for your email list. Not only does this

position you as a valuable resource, but it also entices a visitor to sign up for your

email list.

Click here to learn more about how Beacon can help you create professional lead

magnets in minutes (for free).

Mistake #5: Not Paying Attention to Your Email Subscribers
After you’ve successfully added subscribers to your email list, it’s important to

continuously engage them. Send out email newsletters on a regular basis so that

your subscribers don’t forget who you are.

At the very least, you should send out emails every time you publish a new post

(which should be at least two times per month). But you’re not limited to blog post

updates. You can also send out emails for other purposes, such as product

launches, white papers, industry tips, and discounts.

https://beacon.by/bloggers
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Mistake #6: Producing Content That Isn’t Great
In the quest to populate your blog with a healthy number of posts, you may make

the common mistake of churning out generic, �avorless, and overdone content.

Avoid this mistake at all costs.

Epic content or bust.

You don’t have to come up with something completely new to create great

content. Instead, follow these best practices:

Seek to create the de�nitive resource for the central topic of your blog post. Look at the

most popular posts currently for that topic (search for the target keyword on Google) and

create a post that combines that content and goes into greater detail.

Remember who you’re writing for. Who are your target customer personas? Are you

creating content with each persona in mind? If you can’t imagine an actual persona

reading your post, then you need to start over.

Inject personality into your content. Your posts should be written in a friendly tone that

re�ects the way your target audience talks and thinks. Don’t be afraid to add humor or

reference pop culture if you think your reader will get the joke.

--
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take action

START YOUR FREE TRIAL

Putting all this theory into practice can feel impossible.

That's why we made this software. It takes all the

dif�cult jobs and makes them easier. Grab your free trial

below:

https://www.beacon.by/

